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| HOSE interested in the pro- 
gressive development of Better 
Warm Air Furnace Heating 

are constantly striving for facts. 





The Wagner Scientific Furnace is 
an absolutely new and entirely dif- 
ferent heating apparatus— built 
strictly on the basis of scientific 
heating knowledge. 
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You will truly marvel at an exami- 


WACVER me 
) nation of its construction. 
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3 The thing to do is to request us to 
yf ~ ~_ ~ 


send you a detailed description so 
you can study its vast heating sur- 


face, perfect air tight construction, 
sealed warm air chamber and count- 
less other new and exclusive features 
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S you know, selling the furnace is your first job. And you Ww 
have two classes of prospects—the man who wants a furnace D 
for a new building, and the one who needs a furnace to replace a 
worn-out or inefficient installation. ; 
t 
The Mueller ‘“‘Job Prospector” finds these prospective buyers for | 
you, and convinces them of the practical fuel-saving and better- - 
heating value of Mueller Furnaces. It often makes direct sales ti 
for you. But that isn’t all— H 
Mueller co-operation not only includes finding and interesting a 
prospects, but actual selling co-operation, as well. The Mueller pe 
Engineering Department will relieve you of much of the detail 
work of figuring estimates and planning installations, giving you & 
more time for selling and putting in jobs already secured. 
Let us tell you, in detail, how Mueller co-operation will increase of 
your profits — both in the matter of more sales, as well as more Ci 
profit per sale. 
M 
L. J. MUELLER FURNACE COMPANY % 
Makers of Warm Air, Steam, Vapor and Hot Water Heating = 
Systems, Registers, Pipe, Furnace Fittings, Etc. 
193 REED STREET MILWAUKEE, WISCONSIN ul 
Warehouses: Brooklyn, Boston, Baltimore, Detroit, St. Louis, ce 
St. Paul, Minneapolis, Salt Lake City, Seattle Ww 
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If You Would Benefit Mourself 
ou Must First Benefit 
Others. 
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HE event which took place at Urbana, 

Illinois, during the week just past, will 

go down in the history of residence heat- 
ing as one of the important milestones, and 
rightly so, for the Dedication of the Research 
Residence, owned and built by the National 
Warm Air Heating and Ventilating Associ- 
ation, marks the second period in the great 
work begun by that progressive organization 
a few years ago with the establishment of the 
Research Laboratory at the University of Illi- 
nois under the supervision of Professor A. C. 
Willard and his faithful and efficient co- 
workers, Professors A. P. Kratz and V. 5S. 
Day. 

The data which have been worked out in 
the Laboratory will be checked against the 
observations under actual residence condi- 
tions, and thus little by little the Warm Air 
Heating Industry will arrive at a point where 
a manufacturer or installer can give his pros- 
pective customers definite information re- 
garding a furnace under known conditions. 

In his address previous to the presentation 
of the bronze tablet from the National Asso- 
ciation of Sheet Metal Contractors, President 
Markle made a statement which so fittingly 
epitomizes the underlying idea of the whole 
movement that we want to repeat it here: 

“If you were impelled by selfish motives to 
undertake this research work—if at its in- 
ception you thought only of the rewards that 
would be obtained by your members—you 
have long since learned that, in order to bene- 
fit yourselves you must benefit thousands 
of the human family, through the better 
work done by the installers of Warm Air 
Heating Systems in accordance with the Code’ 
which you have prepared.” 

Mr. Markle spoke well and to the point. 
No man—be he endowed with great or small 
ability—ever did reach true prominence and 
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the 





real success unless he had as his guiding star 
the principle of service to others. 

And so, in the establishing and maintaining 
of the Research Laboratory and the building 
and utilizing of the Research Residence, the 
men had vision enough to see that all the in- 
formation and all the data which the Research 
Staff worked out would benefit the user of the 
Warm Air Furnace; that only through that 
channel could lasting benefit come to the 
sponsors for the movement. 

It behooves the installers, that great mass 
of middlemen, to accept in the fullest meas- 
ure the same lesson, making use of the in- 
formation already at hand and such as will 
be developed, in order that their customers 
may know what a well installed’ and properly 
operated Warm Air Heating Plant may right- 
fully be expected to do, and also that such a 
plant cannot be sold on a mere price basis. 

Men who profess not to believe in coéper- 
ation have most likely never given any con- 
sideration to what happens when one of the 
wheels of a wagon breaks or falls off. If the 
wagon is traveling at a fast rate, there is 
usually a bad accident. If the movement is 
slow, the most serious consequence is prob- 
ably an annoying delay. If the wagon was 
standing still, repairs would have to be made 
before it can be started at all. 

In any case, there is always delay. 

Service, intelligently furnished, means— 
first, a real benefit to the customer ; secondly, 
a fair remuneration to the servant 

When Warm ‘Air Heating is sold on that 
basis, the public will be well served, manufac- 
turers and installers will receive the compen- 
sation for their work, their knowledge, their 
merchandise that they deserve. 

The National Warm Air Heating and Ven- 
tilating Association is building well on a se- 
curely laid foundation. 
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Random Notes and Sketches. 


By Sidney Arnold 














C. T. Mullen, president of the 
Mt. Vernon Furnace and Manufac- 
turing Company, was in Chicago the 
other day and took the Illinois Cen- 
tral train back home. He was talk- 
ing with the conductor while wait- 
ing for the leaving time, when an 
elderly woman stepped up and asked 
if that was the train for Spring- 
field. 

Conductor—“Yes, this train goes 
to Springfield and points south.” 

Old Lady (snappishly )—“Well, I 
cdo not care which way the train 
points, I must go to Springfield.” 


*x* *« *« 


Fred Gottschalk, he of Utica 
heater fame, was down in Kentucky 
recently and almost had the shock 
of his life while sitting at ease in 
the parlor car of the train that was 
to take him to Cincinnati. 

“All aboard,” called the conductor 
as the train prepared to leave the 
station. 

“Hold on, boss!” called a femi- 
nine voice, “wait till ah gets mah 
clothes on!” 

Six carsful of passengers thrust 
their heads out of windows and 
craned their necks expectantly. They 
saw a negro mammy struggling on 
with a basket of laundry. 

x * * 

The other day while visiting with 
E. C. Fox, of the Independent Reg- 
ister and Manufacturing Company, 
at his office in Cleveland, we got to 
talking about the things that boys 
were doing when we wore knee 
pants, and Ernie fished out from the 
innermost recess of his desk a four- 
page leaflet, entitled, “The Adver- 
tiser,” “published occasionally by E. 
C. Fox,” and bearing the date line 
of December, 1883. 

Ernie had the same hobby that I 
had—collecting postage stamps, and 
he carried an advertisement of Sher- 
win & Company, dealers in foreign 
stamps and manufacturers of Acme 
stamp wafers. In those days en- 
velopes were not gummed and to 


seal them either such wafer or seal- 
ing wax was used. 

“The Advertiser” was printed on 
newspaper stock, its size over all 
being 4%4x7 inches, divided into 
four pages. Fuller & Warren Com- 
pany had an office at 62 River 
Street, and evidently Ernie had 
learned the art of salesmanship suf- 
ficiently to sell them a space of 2%4x 
3% inches in which their “Ruby” 
furnace was advertised. 

Here is a good story that ap- 
peared on the front page: 

Not Caught Up Yet. 

Smith Washington, an aged col- 
ored African, white-washed the 
fence of an Austin banker for a 
dollar and a quarter, which the 
banker paid him in Mexican quar- 
ters at par. 

Several days rolled into eternity 
before Smith had occasion to put 
those Mexican quarters into circu- 
lation, but when he attempted to do 
so he was shocked at the 20 per cent 
discount. 

His feelings were hurt, too, and 
he lifted up his voice and lamented: 
Jess ter think of a banker, in whom 
I had all the confidence in the world, 
beating me out of a quarter of a 
dollar. I ‘lowed he was an honest 
man. I hadn’t otter tuck the job 
anyway, and then he added: “But 
if I hadn’t tuck de job I never 
would have found out whar de 
chickens roosted, and as I sold $4 
worth ob chickens, de bank hain’t 
catched up yet.” 

* * * 

Evidently Harry Frye is no Irish- 
man, for he admits that he is licked. 
Here is his letter: 

To Smpney ARNOLD: 

You win. Having confidence in 
the judgment of the printers, their 
verdict stands. I will make no ap- 
peal, but plead guilty and beg the 
mercy of the court. In atonement 
I herewith relinquish the concession 
so generously granted me by the edi- 
tors of AMERICAN ARTISAN and re- 
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tire the carnival to winter quarters 

Mr. Harrison of Kenilworth 
congratulations. My home address 
is 320 South Jefferson Street, Tull. 
homa, Tennessee. I am a lover of 
rod and reel, gun and dog, and the 
company of a good sport. If you 
are ever in my neck of the woods, 
you are cordially invited to make me 
a visit. 

Harry Fryg, 
* %* 

Down in North Carolina there js 
a merchant who operates a home 
furnishing goods store. His name 
is John Lewis, and he may be 
Welsh; at any rate, he believes in 
letting his sources of supply know 
on what basis they can do business 
with him, and there is a lot of good 
sense in what he says—both about 
himself and the people from whom 
he buys and those to whom he sells, 

See if you don’t agree with his 
sentiment : 

Dear Sirs: 

We are enclosing an order for 
some of your goods. We hope to 
receive them in good condition, in 
due season. We promise to pay for 
them as promptly as possible and not 
to complain without cause. 

Our orders go oftenest and heavi- 
est to those who take the best care 
of them. Careful packing counts 
mightily. Correct billing saves our 
time and helps us to remit promptly, 
for we also are busy. 

Our customers demand of us 
good goods, in good condition, at a 
fair price. If we do not secure these 
things for them they trade else- 
where and we have to go out of 
business. If you want us to con- 
tinue to distribute your goods be 
sure to give us a square deal anda 
chance to make good. 

Our constant aim is to give our 
customers the very best in every 
grade, and we place this order with 
you believing that you are in entire 
sympathy with us. Do not disap- 
point us. 

We find neither pleasure nor 
profit in finding fault, and if we 
have to do much of it we either cut 
out the goods or look elsewhere for 
our supply. 

Joun Lewis. 
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Warm Air Heating Research Residence Is Dedicated at 


Urbana, Illinois. 


National Warm Air Heating and Ventilating Asso- 
ciation Has Beautiful Building for Testing Purposes. 


T URBANA, ILLINOIS, on 

December 2nd, the. National 
Warm Air Heating and Ventilating 
Association completed another step 
in its work to make known the su- 
periority of the warm air furnace 
over all other methods of heating for 
residences. 

The Research Residence. of which 
so much has been said and printed, 
was dedicated with highly impres- 
sive, yet simple ceremonies. 

What the completion of the Re- 
search Residence will mean to the 
installer of warm air furnaces de- 
pends to a very large extent upon 
himself, for all the tests, and all the 
data, and all the information, and 
all the publicity given to these 
things, and all the improvements in 
furnaces, accessories and methods 
of installations, as a result of these 
tests will be of little avail unless he 
makes the proper use of the infor- 
mation. 


The gathering of men interested 
in this work was the largest that had 
ever come together in any meeting 
of the association ; 
there were repre- 
sentatives of the 
industry from 
Canada, Texas, 
California, Geor- 
gia, New Hamp- 
shire — and, of 
course, from the 
great belt, stretch- 
ing from Boston 
to Kansas City, 
where the bulk of 
the furnaces are 
made. Many of 
them brought 
their ladies, for 
whose entertain- 
ment special ar- 
fangements had 
been made, 

Nearly one hun- 
dred furnace in- 





A. C. Willard, 
Head of Research Work. 
stallers were also in attendance. 
Promptly at 10 a. m. Tuesday, 
President Langenberg called the 
mid-year meeting to order at the Ur- 











Research Residence, Urbana, Illinois. 


bana-Lincoln Hotel, and after the 
usual preliminaries, the gathering 
walked to the Research Residence, 
where the dedication took place. 


President Langenberg introduced 
the Reverend E. D. Johnson, pastor 
of the Unitarian Church, who spoke 
the invocation. 


On behalf of President Kinley, 
Professor J. M. White, supervising 
architect of the university, delivered 
the address of welcome, which is 
given in part elsewhere in this issue. 


W. C. Markle, president of the 
National Association of Sheet Metal 
Contractors, presented, on behalf of 
his organization, a handsome bronze 
tablet, which is fastened to the right 
of the entrance and which expresses 
the appreciation of installers of the 
work being done by the manufac- 
turers of furnaces. Mr. Markle’s 
remarks are published elsewhere in 
this issue. 

Perry C. Houghten, secretary of 
the American Society of Heating 
and Ventilating Engineers, present- 
ed a handsome, leather bound “Vis- 
itors’ Register,” 
in which the first 
names entered 
were those of the 
officers of the Na- 
tional Warm Air 
Heating and Ven- 
tilating Associa- 
tion. 

President Lan- 
genberg respond- 
ed to the various 
addresses in his 
usual forceful and 
brief manner. 

The gathering, 
which up to this 
time had _ been 
standing on the 
lawn in front of 
the Research Resi- 
dence, was then 
invited to inspect 
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it, and Professors Willard, Kraft 
and Day were kept busy pointing 
out and explaining the various 
features of the installation. 

At the afternoon session, reports 
were made by the respective chair- 
men of the following committees : 

C. M. Lyman, for the Research 
Advisory Committee. 

J. D. Hoffman, for the Joint Code 
Committee. 

E. F. Glore, for the Educational 
Publicity Committee. 

I. L. Jones, for the Executive 
Committee. 


The burden of the statements of 
all the speakers was that while a 
great work had been done, the as- 
sociation had really only made a 
good start, that continued effort 
must be assured, and that the in- 
stallers’ active codperation, for his 


and E. S. (Dick) Moncrief. 


1.—Sam Burgess, J. H. Cundiff, Professor Willard, E. L. Jaynes and Ralph 
Poe. 2.—Some of the Audience in Front of- Research Residence. 
Group Listening to Professor White. 


Menk, E. F. Glore and Professor Day. 


own self-preservation, was neces- 
sary. 

The banquet in the evening was 
one of these thoroughly enjoyable 
affairs—good food, well served, fine 
music, community singing and a rea- 
sonably small amount of speech 
making—that we can enjoy without 
any bad after effects. 

Dean Ketchum, James Charles 
Allen, W. D. Cover, Mrs. Laura 
Bb. Evans, Harry Hussie, George 
Harms, W. C. Markle, Herbert 
Symonds, Harry Van Bayse and 
others spoke. 
published in part elsewhere in this 


Their remarks are 


The Wednesday morning session 
was held at the university and was 
given up to reports by Dean Ketch- 
um and Professors Willard, Kratz 
and Day of the activities of the Re- 
search Laboratory. 


4.—Professor Day Presenting Key to 
President Langenberg. 5.—E. C. Fox, Harvey Manny and Robert Kruse. 
6.—Professor White Delivering Address of Welcome. 
Taylor and P. A. Johnson. 8.— 
9.—Tom Richardson, 


7.—John Beech, Leslie 
W. C. Markle Unveiling Memorial Tablet. 
Professor Willard, President Langenberg and Roger 
Williams. 10.—Tom Henry, A. S. Robertson, S. P. Moncrief, J. M. Moncrief 
11.—Some of the Visiting Ladies. 12.—R. W. 


3.—Another 





















Thus came to an end a meeting 
which portends still greater things 
for the warm air heating industry. 

With the continued codperation 
among the manufacturers of warm 
air heating equipment and the active 
support of the installers there 1s 
every reason to look for still greater 
progress and prosperity of the in- 
dustry. 

Those by whom the research work 
carried on—Professors 
Willard, Kratz and Day—are to be 
congratulated on the results already 
obtained. We have hopes of still 
more useful data from them. 


is being 


The entire warm air heating in- 
dustry owes a debt, which can only 
be cancelled in part, and only by 
wholehearted codperation on the 
part of every man in the industry, 
to the men who guide the policies of 
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the following companies, which have 
provided the funds necessary to 
carry on this great work: 

American Blower Company. 

American Foundry and Furnace 
Company. 

American Furnace Company. 

Armstrong Company. 

Beckwith Company. . 

Bridge & Beach Manufacturing 
Company. 

Columbus Heating and Ventilat- 
ing Company. 

Codperative Foundry Company. 

Abram Cox Stove Company. 

Culter & Proctor Stove Company. 

Detroit Stove Works. 

Estate Stove Company. 

Excelsior Steel Furnace Com- 
pany. 

Farris Furnace Company. 

Floral City Heater Company. 

Forest City Foundry and Manu- 
facturing Company. 

Fox Furnace Company. 

Fuller-Warren Company. 

Hall-Neal Furnace Company. 

Hammond Heating Company. 

Hart & Cooley Company. 

Hart Manufacturing Company. 














Allen W. Williams, 
Secretary. 


Henry Furnace and 


Company. 


Foundry 


Hero Furnace Company. 

Holland Furnace Company. 

Honeywell 
Company. 


Heating Specialties 


Hood Furnace and Supply Com- 
pany. 
International Heater Company. 


Independent Register and Manu- 
facturing Company. 

Kruse Company. 

W. E. Lamneck Company. 





E. B. Langenberg, 
President. 


Langenberg Manufacturing Com- 
pany. 

Lennox Furnace Company. 

Majestic Company. 

May-Fiebeger Furnace Company. 

McClary Manufacturing Com- 
pany. 

F. Meyer and Brother Company. 

Meyer Furnace Company. 

Moore Brothers Company. 

Pecora Paint Company. 

Richardson-Boynton Company. 

A. H. Robinson Company. 

Rock Island Register Company. 

Scheible-Moncrief Heater Com- 
pany. 

Sterling Range and Furnace Cor- 
poration. 

Symonds Register Company. 

Thatcher Furnace Company. 

Tubular Heating and Ventilating 
Company. 

Tuttle & Bailey Manufacturing 
Company. 

Twentieth Century Heating and 
Ventilating Company. 

Utica Heater Company. 

Walworth Run Foundry Com- 
pany. 

Waterman-Waterbury Company. 

Western Steel Products Com- 
pany. 

Wise Furnace Company. 
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Seen and Heard 
at Urbana 








One of the pleasing features of 
the Urbana meeting was the fact 
that so many installers had made it 
a point to attend. It shows that they 
take a real interest in the great work 
which is being carried on at the 
university to make warm air heat- 
ing a profession rather than a trade. 

President Langenberg had to 
hurry back to St. Louis, so as to get 
ready for his trip to the Mayo Hos- 
pital in Rochester, Minnesota, where 
he is to undergo a serious opera- 
tion and thus lose something that 
has been bothering his consumption 
of chocolate eclairs. A card or let- 
ter of cheer from each one of you 
fellows would be a nice act. He is 
there now and Mrs. Langenberg is 
with him, stopping at Hotel Kahler, 
at Rochester, Minnesota. 

The younger men in the com- 
panies, of which the association is 
composed, are beginning to come to 
the front. Among those were Tom 
Richardson and Rogers Williamson, 





I. L. Jones, 
Chairman Executive Committee. 


of Richardson & Boynton Com- 
pany ; James Lyon, of Thatcher Fur- 
nace Company; Garver Kerch, of 
the XXth Century; H. E. Wise, of 
the Wise Furnace Company; Jess 
Aishart and Fred Boone, Jr., of 
the Hall-Neal Furnace Company ; 
C. B. Franks, of American Furnace 
Company; G. L. Bridge, of Bridge 
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& Beach Manufacturing Company ; 
C. G. Johnson, of the Charles John- 
son Company; R. F. Patten, of 
Hero Furnace Company. 

Among the visitors was Charles 
E. Rochester, manager of the Hol- 
lenden Hotel, Cleveland, Ohio. He 
is making arrangements to handle 
the sheet metal convention there in 
Cleveland, and also put in a bid for 
the annual meeting of the National 
Warm Air Heating and Ventilating 
Association. He runs a fine hotel, 
as the writer well knows, for he has 
been stopping there for years. 

George G. Auer took the place of 
his uncle, George S., of the Auer 
Register, who is on his way to Pan- 
ama, and from there to California, 
Honolulu and points west. 

The many friends of C. M. Ly- 
man, the chairman of the Research 
Advisory Committee, were glad to 
see him looking so well. He had a 
severe sickness during the spring and 
summer, but is fast getting back to 
his usual fine health and appearance. 

The two “Bills from Pittsburgh,” 
Angermyer and Marker, are almost 
as inseparable as Herbert Symonds 
and Julius Gerock. 

Tom Peacock, who has been out 
of the furnace game for the last year 
or two, is likely to be one of us 
again before long. He was hobnob- 
bing with one of our good friends, 
who has an idea that Tom is a good 
salesman, and he is not mistaken in 
that notion. 

C. W. Johnson, one of the Ur- 
bana merchant-installers, had a ded- 
ication ceremony all of his own 
which, however, did not prevent him 
from attending all the sessions of 
the “National.” Right across the 
street from the Urbana-Lincoln 
Hotel there was a big sign calling 
attention to the fact that C. W. 
Johnson was installing a Utica Su- 
per-Smokeless warm air furnace. 

Charlie Merritt believes in the 
Standard Code. In the latest cata- 
log of the Forest City Foundry & 
Manufacturing Company he used 
the center part to print the entire 
Code, so that every installer receiv- 
ing one of their catalogs would be 


sure to have the Code for his exclu- 
sive convenience. 
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Professor White Tells of Architects’ View of 
Research Work and Code. 


By Research Work Furnace Heating Is 
Becoming a Profession Instead of Trade. 


HE following address of wel- 

come was delivered by James 
M. White, supervising architect of 
the University of Illinois, in the ab- 
sence of President Kinley: 

We are accustomed to welcom- 
ing so many groups of visitors to 
our university that I fear our wel- 
come sometimes becomes somewhat 
impersonal because of the lack of 
any direct contact between these or- 
ganizations and the University of 
Illinois ; but our greetings to you are 





E. F. Glore, 
Chairman Publicity Committee. 


sincerely cordial, and though many 
of you who have been working with 
us in the past few years need no 
special welcome, I am glad to extend 
on behalf of President Kinley the 
heartiest welcome which this institu- 
tion can extend, and to express our 
appreciation of the cordial codpera- 
tion and intelligent guidance which 
you have been giving to the inves- 
tigations which have culminated in 
the dedication today of this beautiful 
home, so thoroughly equipped to 


solve the problems in hand and still 
others which will develop as the 
work progresses. 

It is a matter of great pride to 
us that your association should have 





selected this university as the one 
best qualified through its facilities 
method of organization, and its 
staff, to render you the kind of sery- 
ice which you were seeking. We 
knew that we were better able to 
serve you than any other agency, 
and we are greatly pleased that you 
came to the same conclusion. 


We are proud of our Department 
of Mechanical Engineering and the 
men who have brought it to its 
present high state of productivity, 
but we hope that while you are here 
you will not permit the enthusiasm 
of the engineers for their particular 
work to monopolize your time, but 
that you will have an opportunity to 
become acquainted with other phases 
of this great state university, which, 
we believe, is destined to be one of 
the greatest educational influences in 
the world. That you are contribut- 
ing to this future prestige of the 





“If all goods could be 
standardized and could be 
specified by groups, the val- 
ue of an article will still de- 
pend on the intent to serve 
which prevails in the organ- 
ization behind the goods.” 











university is evidenced by an anal- 
ysis of press clippings which have 
come back to us on the association's 
work at this institution. I think the 
publicity which has gone out from 
here with reference to your research 
work has been more widely distrib- 
uted by the press of this country 
than information of any other uni- 
versity activity, except football. 
One of a series of principles of 
business conduct formulated at the 
annual meeting of the Chamber of 
Commerce of the United States last 
May reads as follows: “Knowledge 
—thorough and specific—and un- 
ceasing study of the facts and forces 
affecting a business enterprise, are 
essential to a lasting individual suc 
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cess and to efficient service to the 


public.” 

Any one who has followed your 
research here at the University of 
Illinois must realize that the admir- 
able phrasing of this principle by 
our National Chamber of Commerce 
is but an expression of a policy es- 
tablished by your association several 
years ago, and I congratulate you on 
being pioneers in recognizing this 
great principle and in applying it ef- 
fectively to your business. 

Without being familiar with the 
specific circumstances which led up 
to these codperative investigations | 
have felt sure of at least three im- 
pelling forces: 

First, you had found out that the 
competition which your salesmen 
met with on the outside had to be 
beaten on the inside; that your ar- 
ticle had to be more economical in 
the long run if not cheaper in first 
cost, and that you had to be able to 
show the proofs ; secondly, you real- 
ized, as President Roosevelt so apt- 
ly put it, that “every man owes some 
of his own time to the upbuilding of 
the profession to which he belongs,” 
and you are accordingly, through the 
efforts of your organization, laying 
a scientific foundation for your 
business, and if I interpret the trend 
of your progress correctly I believe 
you are making a profession out of 
what has, for many years, been con- 
sidered a trade; and, thirdly, you 
realized your obligation to serve the 
public, to make living conditions 
more healthful, more comfortable, 
and more economical. 


You are accomplishing all of 
these aims and doubtless others of 
less import, and we are fortunate in 
being able to help you, for we also 
are profiting by this affiliation in 
more ways than one. You bring to 
us a new point of view, an enthu- 
siasm which spurs on our research 
men, and a practical viewpoint so 
important and yet so frequently con- 
sidered foreign to educational pro- 
grams, 


I suppose in the gallery of people 
Watching your work with interest 
hone are more observing than the 
architects, and I want to say a word 


for them. Architects are supposed 
to deal with the aesthetic. They can 
romance about sculpture and paint- 
ing and enthuse about harmony and 
color and go into ecstasies about 
proportion, but how are they to be- 
come interested in so prosaic a sub- 
ject as heating and ventilating. 
They are frequently accused of 
being slaves to historical precedent 
in matters of design and of neglect- 
ing the type of problems which have 





“First, you had found out 
that the competition which 
your salesmen met with on 
the outside had to be beaten 
on the inside; that your ar- 
ticle had to be more econom- 
ical in the long run if not 
cheaper in first cost, and that 
you had to be able to show 
the proofs; secondly, you 
realized, as President Roose- 
velt so aptly put it, that 
‘every man owes some of his 
own time to the upbuilding 
of the profession to which he 
belongs,’ and you are accord- 
ly through the efforts of 
your organization laying a 
scientific foundation for your 
business, and if I interpret 
the trend of your progress 
correctly I believe you are 
making a profession out of 
what has, for many years, 
been considered a _ trade; 
and, thirdly, you realized 
your obligation to serve the 
public, to make living condi- 
tions more healthful, more 
comfortable, and more eco- 
nomical.” : 











not already been solved by Michael 
Angelo, Palladio, Vitruvious and 
Wren. 


This may be true to a limited ex- 
tent, but architects are becoming 
sufficiently keen business men so 
that they appreciate having the prac- 
tical information with reference to 
building problems presented to them 
in the most compact and complete 
form possible. 


All materials are being standard- 
ized. They no longer have to speci- 
fy the qualities of cement and steel 
in detail. They merely prescribe that 
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they must comply with certain 


standard specifications. 

May we look forward to the time 
when in specifying a furnace we will 
get the best results for our client by 
specifying that the house shall be 
heated by a type H furnace installed 
in accordance with layout No. 365 
which installation shall be guaran- 
teed by the contractor to perform up 
to schedule A-11, all references be- 
ing to the standards of the National 
Warm Air Heating and Ventilating 
Association, and further, that the 
job will be accepted upon presenta- 
tion to the architect of a report of 
a test made by an engineer of said 
society certifying that the job com- 
plies with the specifications and that 
the costs of said test have been paid 
for by the contractor. 

This may sound facetious, but 
many an architect has been respon- 
sible for building a furnace-heated 
home without knowing anything 
more about the job than he would 
under the procedure suggested 
above. 

Therefore, I hope you will find 
a way to train the architects to in- 
telligently apply the principles which 
you are going to discover and so 
make them worthier members of 
their great profession. 

But remember that even if all 
goods could be standardized and 
could be specified by groups, the 
value of an article will still depend 
on the intent to serve which prevails 
in the organization behind the goods. 

And may I also venture a word of 
appreciation on behalf of the house- 
holder. 


I began to fire the furnace in my 
family home almost fifty years ago. 
It was a splendid brick-set furnace 
and none of the air was recirculated. 

All the succeeding furnaces that 
I have had to deal with were sub- 
ject to the usual ails that made folks 
adopt steam or hot water heat when 
they could afford it, until I reached 
the place in my career when I be- 
gan to design houses and install fur- 
naces in them, and I found that the 
public’s lack of appreciation of what 
could be accomplished with warm 
air heating was the stumbling block 
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in the way of their getting it and 
that when they found out what they 
ought to expect of a furnace there 
were men in the business who could 
give them a satisfactory job, not as 
efficient as it might be, nor as eco- 
nomical, but the air was not over- 
heated, there were no uncomfortable 
drafts, the variation between floor 
and ceiling temperature was not ex- 
treme, moisture was often added to 
the air, and the plant was acclaimed 
a success. 

Now you are studying economy 


and efficiency and questions of 
health and I don’t know of any hu- 
man problem, improvements in 
which will be so great a boone to 
so large a per cent of the human 
race. Much is expected of you. 
John Wanamaker said: “It is not 
the leap at the start, but the steady 
going on that gets there.’”’” You took 
the leap and then went steadily on, 
and the additional facilities which 
you have added in this house we 
dedicate today insure your carrying 
this work to a fitting climax. 


President Markle Holds Beacon Light of Service 
at Dedication Ceremony. 


Reminds His Hearers That in Order to 
Benefit Yourself You Must First Serve Well. 


HE following address was de- 

livered by W. C. Markle, Pres- 
ident of the National Association of 
Sheet Metal Contractors at the ded- 
ication of the Warm Air Research 
Residence at the University of IIli- 
nois, December 2nd: 


Mr. Markle’s Address. 

We are assembled here today to 
do honor to a group of men—a 
group of pioneers if you please— 
who have achieved a work of which 
they may well be proud. 

When I speak of pioneers you 
are likely to think of those bands 
of sturdy men and women who 
pushed westward beyond the Alle- 
ghenies, to wrest from that vast un- 
explored territory beyond, a better 
place to live, and in search of land 
more fruitful than the wornout 
farms that many of them abandoned. 


You think of the trains of cov- 
ered wagons blazing trails across the 
prairies and pressing onward, ever 
onward, until they established 
themselves on the western shores of 
this great country of ours. 

You will admit that these hardy 
pioneers must have had a broad vi- 
sion and a strong purpose to sustain 
them in the hardships thcy had to 
endure-in this “treck” across the 
continent. Some, of course, were 
guided only by the spirit of adven- 
ture—to get a thrill out of any new 


experience which they might en- 
counter. 

The record of the pioneers has 
already become tradition. It is be- 
ing fergotten. It consists now chief- 





W. C. Markle, 


President National Sheet Metal 
Contractors’ Association. 


ly of names and dates on tomb- 
stones. 

But through the work they ac- 
complished, today more than a hun- 
dred million people are sharing in 
the benefits derived from the de- 
velopment of this country, made 
possible by their work and sacrifices. 

We have here a case which in 
many particulars is parallel to that 
of those early settlers. 

When the National Warm Air 
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Heating and Ventilating Association 
was organized, some ten years ago, 
for the purpose of eliminating cer. 
tain practices indulged in by yp. 
scrupulous manufacturers, practices 
which were threatening the very life 
of our industry, some of you found 
yourselves in a somewhat similar 
position as the farmers who left 
their unprofitable farms seeking 
others which would assure them of 
a fair reward for their labor. 


No doubt, you had many discour: 
aging experiences in the early days 
of your organization—Suspicion, 
Selfishness, Lack of Confidence— 
all these and other disturbing’ fac- 
tors would arise at times to seri- 
ously threaten the disruption of your 
organization, in spite of the best 
efforts that could be put forth by 
your officers and those loyal mem- 
bers who had the vision of the pio- 
neers, a vision of things worth while 
to be accomplished for the benefit 
of all. 

It has been a struggle against 
great odds, but those of whom who 
persevered and so faithfully labored 
for the upbuilding of your associa- 
tion, deserve great credit for what 
you have accomplished. 

Your first great step forward was 
the decision to conduct tests as to 
the efficiency of your products, and 
you made no mistake in selecting the 
University of Illinois to conduct 
your tests. 

The research work done for you 
by Professor Willard and his asso- 
ciates has accomplished much more 
than you anticipated, more than 
could have been accomplished in any 
other way. They brought to this 
work minds trained to conduct tests 
on a scientific basis and made un- 
bised reports of their findings which 
your members accepted without 
question. 


The fact that they are not inter- 
ested in the manufacture of heating 
equipment has placed them above 
criticism and has done more to create 
a spirit of confidence within your 
organization than many of you may 
realize. These are results you could 
not hope to obtain if the research 
work were being done by our own 
members. 
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Your next great step forward was 
the decision to build this beautiful 
Research Residence, which you are 
today dedicating to Scientific Re- 
search in the Heating of Homes. In 
this residence further tests will be 
made under conditions such as exist 
in the average home, and your work 
will be carried on by the corps of 
scientists assigned to this work by 
the University of Illinois. 

You have reason to be grateful to 
this institution for the splendid co- 
operation it has given you in the 
past, and for the assurance of its 
continued interest in the further de- 
velopment of the work you have out- 
lined in your research program. 





If you were impelled by 
selfish motives to undertake 
this Research Work—if at 
its inception you thought 
only of the rewards that 
would be obtained by your 
members—you have long 
since learned that, in order 
to benefit yourselves you 
must benefit thousands upon 
thousands of the human 
family, through the better 
work done by the installers 
of Warm Air Heating Sys- 
tems in accordance with the 
Code you have prepared. 











Like the early pioneers, some of 
you will find your pot of gold; 
others, more fertile fields to till; and 
your adventurer has had his thrill 
if he is here today to see your great 
accomplishment, provided he has had 
a part in the work which has made 
all this possible. 

Your greatest thrill, however, 
should come from the knowledge 
that you have made a great contribu- 
tion to the world of science in for- 
mulating a Code for the Correct In- 
stallation of Warm Air Heating 
Systems, which will afford a greater 
degree of comfort to humanity than 
can be obtained under any other 
known system of heating. 

If you were impelled by selfish 
motives to undertake this research 
work—if at its inception you 
thought only of the rewards that 
would be obtained by your mem- 
bers—you have long since learned 


that in order to benefit yourselves 
you must benefit thousands upon 
thousands of members of the human 
family through the better work done 
by the installers of Warm Air Heat- 
ing Systems in accordance with the 
Code you have prepared. Just as 
we today are enjoying the many 
benefits from the work of the early 
pioneers, so must future generations 
participate in the benefits to be de- 
rived from your work. 

At the convention of the National 
Association of Sheet Metal Contrac- 
tors, held at Washington last June, 
a report was presented showing the 
splendid research work being done 
by your Association, and the report 
that you were erecting a residence to 
conduct tests of heating equipment 
was enthusiastically received. 

The Convention realizing that 
many of its members engaged in the 
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installing of Warm Air Heating 
Systems have derived great benefits 
from your research work passed a 
resolution to present to your Asso- 
ciation a bronze tablet to show its 
appreciation of your accomplish- 
ments. 

I feel highly honored that it is my 
privilege to pay a tribute to the Na- 
tional Warm Air Heating and Ven- 
tilating Association and it affords me 
great pleasure, Mr. President, to 
present to you, for the National 
Warm Air Heating and Ventilating 
Association, this bronze tablet, as 
an expression of appreciation, from 
the National Association of Sheet 
Metal Contractors, with the hope 
that, placed on your Research Resi- 
dence, it will help keep vivid the 
lives of those who have done a great 
work in the interests of humanity 
and the industry. 


Harry Hussie Tells How He Would Sell 
Standard Code to Installers. 


Only by Having the Latter Fully Realize Import- 
ance of Code Can Real Results Be Gained. 


ARRY HUSSIE spoke at the 
banquet at Urbana on the sub- 
ject, “How to Sell the Idea of Re- 
search to the Dealer,” as follows: 
It seems to me that the man who 
could briefly answer that question 
would be very valuable to some of 
the manufacturers here present as a 
sales manager. 

It is related that a certain arch- 
bishop preached a very eloquent ser- 
mon on the subject of “Mother- 
hood,” and at the close of the serv- 
ice, two old ladies of Irish extrac- 
tion, both mothers of large families, 
passed out of the church side by 
side. Said one: “Wasn't that a 
beautiful sermon on motherhood the 
archbishop preached today, Mrs. 
Mulcahey?” “Faith, it was Mrs. 
Maginnis, a very beautiful sermon 
and it’s meself that wishes I knew 
as little on the subject of mother- 
hood as the archbishop does.” 

This will, I think, apply to me. 
After I have finished some may wish 
they knew as little about the sub- 
ject as I do. 


I happened upon a quotation a 
few days since. “Genius is the ca- 
pacity for making continuous ef- 
fort.”” Now, I might stop there as, 
I believe, continuous effort is the 
answer, but a certain high official of 
this association, who is by way of 
being my feudal enemy, says that 
I must talk for a time anyhow. 

In my judgment, the first thing 
to do is to convince the furnace in- 
staller that while research in itself 
may be somewhat technical, research 
results are simple and easily under- 
stood. 

Let me say here that the research 
idea is gaining with the dealers 
every day, but the field is large and 
to thoroughly sell the idea, will re- 
quire united effort of manufactur- 
ers, jobbers, associations, trade press 
and architects. 

I am aware that several manufac- 
turers are doing good work, but I 
believe that every catalog or piece 
of advertising leaving the office of 
any manufacturer of furnaces 
should carry its research message. I 
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believe, also, that every manufac- 
turer should continually urge his 
agents to use the standard code. 

I stress the code, gentlemen, be- 
cause to the dealer, it is the visible 
evidence of the progress of research 
work. Without the research work, 
I believe we would have no code that 
would be endorsed as this code is, 
as we would have no authority to 
which our individual differences 
might be submitted. 

Next the Jobber—What I have 
said of the manufacturer applies 
equally to the jobber, only that the 
jobber usually is in even closer con- 





“There are altogether too 
many men in all three 
groups, manufacturer, job- 
ber and retailer, who are 
standing outside of their re- 
spective associations, and al- 
lowing others to carry the 
expense and labor of making 
their business better and I 
may even say, making their 

-business respectable, be- 
cause, were it not for asso- 
ciation work, the furnace 
business, I really believe, 
would be in a disgraceful 
condition today.” 











tact with his customer and can, 
therefore, do even better work by 
personal appeal and patient educa- 
tion. 

Next, let us use the National As- 
sociation of Sheet Metal Contrac- 
tors, through its national, state and 
local associations. 

It would be well, if at every state 
and national convention, the Nation- 
al Warm Air Heating and Ventilat- 
ing Association had a representative 
present, to address the meeting on 
the research idea. 

Further — Every manufacturer 
and jobber should urge his agents 
to join the Sheet Metal Contractors’ 
Association, for only by association 
work, will the research idea be thor- 
oughly put over. The retailer, who 
belongs to his local, state and nation- 
al association, will make a. better 
agent for you, because he will be- 
come a better business man and a 
better installer. 


There are altogether too many 
men in all three groups, manufac- 
turer, jobber and retailer, who are 
standing outside of their respective 
associations, and allowing others to 
carry the expense and labor of mak- 
ing their business better and I may 
even say, making their business re- 
spectable, because, were it not for 
association work, the furnace busi- 
ness, I really believe, would be in a 
disgraceful condition today. 

Let everyone join the proper as- 
sociation and each do his share and 
wonderful results will follow. 

Then we have the architects to 
whom we should be able to sell the 
research idea with very little ef- 
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fort, as it surely must appeal to the 
technically educated mind and when 
it is sold to them they will, in tury 
sell the building public, which bring, 
us to the greatest power of alj_ 
The Public. 

Just let the public begin to ask 
the dealer about the research work 
and to ask for installation, according 
to the standard code, and the dealer 
will sit up and take notice and the 
first thing we know, he will be talk. 
ing it up and come finally to believe 
that he invented it himself, 

In conclusion, let me again refer 
to the quotation used at the begin- 
ning and let us have the “genius to 
make a continuous effort.” 


Forward View Is Urged Upon Makers and 
Installers by President of Midland Club. 


W. D. Cover Says That With This Good 
Start There Is Still Much to Be Done. 


D. COVER, president of the 

¢ Midland Furnace Club, 

spoke at the Urbana banquet on the 

subject, “The Future of Warm Air 
Heating,” as follows: 

In spite of the lack of engineering 
data until the last year or so warm 
air heating for all homes and small 
buildings has grown in popularity, 
so it must have some inherent value 
and the people must like it. 

We know now what good engi- 
neering information is, and as to 
installations and many construction 
features, the future of warm air 
furnaces depends on the work car- 
ried on by the National Warm Air 
Heating and Ventilating Associa- 
tion. 

The first essential factors for the 
future of any business is a firm 
foundation. If we accept the in- 
formation obtained from the tests 
made at the University of Illinois 
under the direction of Professors 
Willard, Kratz and Day as our 
foundation and pass this informa- 
tion along to every furnace installer 
with whom we come in contact, the 
results will be better efficiency from 
warm air furnaces and an unlimited 
future for both the manufacturer 
and the installer. 


A beautiful residence has just 
been completed, made to check the 
laboratory work in the average 
house. This house not only shows 
the good business judgment of the 
manufacturers of warm air heaters, 
but that they are broadminded and 
unselfish, beside their loyalty to re- 
search activity and the association. 

There are three elements that en- 
ter into the proper furnace installa- 





Unless we learn to think 
beyond the job which we are 
now doing and to make plans 
for advancement, we are 
very certain to remain right 
where we are. 











tions—first, the manufacturer ; sec- 
ondly, the installer, and, thirdly, the 
operator. The furnace manufacturer 
should know the capacity of his fur- 
nace for a given combustion rate 
and should not overestimate this ca- 
pacity to the installer. He should 
furnish complete information on 
how to operate the furnace to obtain 
the maximum efficiency. 

There are three ways of convey- 
ing heat in any building—first, warm 
air; secondly, steam; thirdly, hot 
water. Warm air has many advan- 
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tages as compared with either steam 
or hot water. 

The thing that comes first to our 
mind is the cost of the heating ap- 
paratus in the installation, and if a 
warm air furnace is fairly well in- 
stalled it will give satisfactory re- 
sults and the user will be well satis- 
fied. 

The next consideration is fuel and 
[am quoting: The furnace indus- 
try is well organized, first in the Na- 
tional Warm Air Heating and Ven- 
tilating Association and in local as- 
sociations like the Midland Club and 
the Western Warm Air Furnace and 
Supply Association and accessory 
manufacturers have done and are 
doing their full part. 

I am not posing as a prophet 
and I would rather remind you what 
can and should be done because this 
is a very important time in this in- 
dustry, because it is now equipped 
with engineering data and our ban- 
quet program says, “It is becoming 
an exact science.” 

The advancement recently made 
in the science of warm air heating 
has been so marked that the indus- 
try has a wonderful opportunity as 
well as a responsibility, for heating 
has to do with the health, happiness 
and comfort of the people. We, as 
manufacturers, engineers and in- 
stallers know all this, but this in- 
formation must be passed on to the 
public. The industry is to some ex- 
tent like an inventor who has con- 
ceived and perfected something of 
real value, but if the people are not 
told of it it cannot be used as it 
should be. 

This, our association enjoys, the 
respect and confidence of engineers, 
architects and installers. You say 
“Everyone knows or ought to know 
what our research has developed and 
what is good practice.” 

In the November issue of the 
Heating and Ventilating Magazine, 
under the title of “How to Heat 
Your Home,” an associate in min- 
eral technology of the Smithsonian 
Institute volunteers the following 
surprising statements: “In most 
houses, especially when warm air 
furnaces are used, the warm air is 
too dry for health and comfort. 


Most warm air furnaces take their 
cold air from the outside. This is 
wrong. When the basement is 
clean by merely taking the air out of 
the basement at least in severe and 
windy weather a saving of 20 per 
cent to 30 per cent in the fuel re- 
quired to heat the house can be 
made and the house kept most com- 
fortable.” 

There is nothing novel in this. 
Warm air furnaces have been in- 
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stalled on this plan for many years. 
The only surprising feature is that 
all furnaces are not installed in this 
way instead of an occasional one. 
Much of other things he says is true 
and good advice, but these state- 
ments I have quoted come from a 
man who is supposed to be posted 
and, no doubt, he wants to be 
posted. 

The future of warm air heat is 
whatever you make it. 


Furnace Man Suggests Several Ways for 
Solving Gas Trouble Presented by Boone. 


Check May Be Too Open; Smoke Pipe Should 
Be of Same Size as Collar; More Careful Firing. 


EVERAL solutions have been 
published to the problem pre- 
sented by Charles E. Boone, whose 
twin furnace installation had a tend- 
ency to gas when fires were banked. 
Here is another solution, offered 
by an Illinois installer : 
To AMERICAN ARTISAN: 

The indicated cause of Charles E. 
Boone’s furnace trouble is insuffi- 
cient draft. Proceed in this manner 
to rectify it. Examine the flue of 
the chimney to see that it is clear 
and has no structural defects im- 
peding the draft. Look for open- 
ings of any kind in it, other than 
the smoke pipe openings, and seal 
them perfectly tight. See that the 
smoke pipes are sealed in in the 
same careful manner. I assume from 
the description and location of the 
chimney that it extends above the 
ridge of the roof as it should. Might 
there be any tree branches too close 
to the top of the chimney? 

The smoke pipes themselves were 
the first things I suspected, as he 
has committed a common error of 
installers, that of reducing his smoke 
pipe off the furnace collar. The 
smoke pipes should have been 8 
inches all the way through, but I am 
trying to save him new smoke pipes. 

If the chimney shows no defects, 
I would next turn to the operation 
of the furnaces. Maybe the operator 
opens the check too wide after bank- 
ing for the night, or if the draft 
chains are continuous over a regu- 


lator wheel, maybe it is adjusted 
to open too far. It doesn’t take much 
of an opening for a check. Are 
the water coil openings closed along- 
side of the feed door? Has the 
feed door a filter plate or baffle plate 
inside a feed door draft, or a hot 
blast draft? Careful adjustment of 
these drafts with or without a slight 
opening of the check, may solve the 
problem. 

If there are none of the defects 
I have indicated, then the trouble 
may yield to special attention to fir- 
ing. In banking a fire for the night, 
especially with a soft coal, it should 
not be entirely smothered over with 
fresh fuel. There should be one 
part of the bed of fire glowing or 
blazing. An authority on firing says 
to fire first to one side of the fire pot 
and next time to the other side. In 
this case I should leave a semi-circle 
just inside the feed mouth if of a 
top radiator type furnace, or a strip 
across the bed of coals from feed 
mouth back to the smoke outlet of 
the fire dome if of a different type 
of radiator. That insures igniting 
the smoke and gases arising from 
the combustion that immediately sets 
in when fresh fuel is laid on. These 
products, being both combustible, 
are a fuel loss unless burned within 
the furnace. They will not be prop- 
erly consumed unless a_ proper 
amount of warm air is fed into con- 
tact with the hot gases. This warm 
air is provided for in different ways, 
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the hot blast and the feed door draft 
with filter plate or baffle plate being 
the more common. If neither of 
these are provided, a not altogether 
satisfactory substitute is up through 
the dust flue, if not to large a vol- 
ume is let in that way. Otherwise, 
that checks the fire too much. 

Gas emitting furnaces that are not 
choked up with soot, nearly always 
yield to special firing, the plan of 
which must be determined through 
careful study of draft conditions and 
intelligent application of the prin- 
ciples of combustion, including a 
proper selection of fuel. Highly 
volatile fuels are not recommended 
for the cheaper furnaces with loose 
fitting doors. The combustion can- 
not be controlled. 

FurNAcE MAN. 





James Charles Allen 
Enlightens Skoog Hard- 
ware on One Inquiry. 


In the following letter James 
Charles Allen, Rockford, Illinois, 
representative of the International 
Heater Company, has submitted an 
answer to the second part of the in- 
quiry of the Skoog Hardware Com- 
pany, Ludington, Michigan, appear- 
ing in our November 15th issue. 

Mr. Allen’s reply is as follows: 
To AMERICAN ARTISAN: 

In reply to the second part of the 
Skoog Hardware Company’s com- 
plaint, I will say that if the base- 
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ment is damp, the underground duct 
will be air bound, also if the base- 


ment duct is deeper than 14 inches, 
the same will be true. 

















Another cause and one frequently 
met is that the furnace casing and 
down leads to ducts are not tight. 
This allows the return air to leak 
out. 

Always remember that a furnace 
has no draft. It is only the differ- 
ence of weight of the return air 
pushing down and up to the top 
level of the heatirig unit of the plant 
that causes circulation. 

Always remember that air is like 
water. If a “U” tube is filled, water 
will stand at “A” and “B.” If there 
is a leak at “X” your permanent 
water line is there. Same is true of 
your air. 

However, there are many other 
causes. Why not submit a plan, size 
of rooms, openings, etc., cardinal 
points? Height of ceiling of first 
floor and basement are essential. 

A complete plan and pipe sizes 
would give any one a chance to sug- 
gest a way out. 

How are your underground ducts 
constructed and of what material ? 

Yours truly, 
James CHARLES ALLEN. 





Heating and Ventilating 
Engineers Will Meet in Boston, 
January 27 to 30, 1925. 


For the first time in the history 
of the American Society of Heating 
and Ventilating Engineers, an an- 
nual meeting of the society is to be 
held in Boston, in January. The 
Massachusetts Chapter will act as 
hosts of the visiting engineers and 
already a big committee of “live” 
Bay Staters is at work arranging a 
twin program of technical and enter- 
tainment features which promise to 
make the Boston session stand out 
in the annals of the society. After 
a business session in New York on 
Tuesday, January 27, as required by 
the constitution, the Boston sessions 


, will commence January 28 and ex- 


tend through the 29th and 30th. 
Through the foresight of the 
Massachusetts Chapter Committee 
arrangements have been made 
whereby all visiting delegates can be 


‘housed either at the Copley-Plaza 


Hotel, where the sessions are to be 
held, or within three minutes walk 
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from it at the outside. Six of the 
city’s largest and best hotels are Jo. 
cated on or near Copley Square op 
which the Copley-Plaza faces, Aj 
these hotels are located only a few 
steps from the Back Bay and Hunt. 
ington Avenue stations of the New 
Haven and Boston & Albany Rail. 
roads on which the visitors wil] ar- 
rive from the west and New York 
and the south. 

The Committee of Arrangements 
is not yet ready to announce the de- 
tailed program for either the techni- 
cal sessions or entertainment. How- 
ever, it can be said that one of the 
most important discussions that will 
come up at the Boston meeting will 
be on the Code of Minimum Re- 
quirements for the Heating and 
Ventilation of Buildings. The Code 
Committee, under the able direction 
of Chairman L. A. Harding, has 
been working industriously and will 
have a well developed and up-to- 
date code to offer for the approval 
of the members. 

The research laboratory of the 
society will contribute its quota of 
papers on investigations conducted 
in Pittsburgh since the summer 
meeting and among the other sub- 
jects of general interest that will be 
treated are Developments in Light- 
weight Heating Surfaces and Dry 
Air Filters. 





Secretary Hoover 
Issues Twelfth Annual 
Commerce Report. 


Herbert Hoover, secretary of the 
United States Chamber of Com 
merce, has completed the prepara- 
tion of his twelfth annual depart- 
mental report, which he has submit- 
ted to President Coolidge for trans- 
mission to Congress. 

To enumerate even the table of 
contents of this voluminous report 
would be impossible in the space 
here allotted. 

In general, however, there are four 
main divisions which will give the 
reader some idea of what the book 
contains. They are: Economic Prog- 
res:, s-limination of National Waste, 
Legislative Recommendations aad 
Condensed Bureau Reports. 
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Dr. Wagner Tells Warm Air Furnace Men to Base 


Their Businesses on Truth, Honesty and Integrity. 


Says Considering the Other Fellow Is the Only Safe Policy, 
at Western Warm Air Meeting at Chicago December 4. 


S USUAL, Dr. Wagner, pres- 
A ident of the Dowagiac Manu- 
facturing Company, had something 
of vital interest to say when he 
spoke at the annual meeting of the 
Western Warm Air Furnace and 
Supply Association, held in Chicago, 
December 4 and 5. He spoke in 
part as follows: 

Address of Dr. John P. Wagner. 

In all history, ancient and mod- 
ern, the subject of business has been 
one of the paramount importance in 
the affairs of men. It began in the 
Garden of Eden, where there was 
nothing but happiness and abun- 
dance, and there was no worry as to 
the affairs of business. Yet Adam 
was not content, nor was his mate, 
until they got into the business of 
deceiving each other, and it is this 
particular evil in business which 
makes that activity a perplexing 
problem. Everybody is in business 
—some people are minding their 
own, others are minding the busi- 
ness of others at the expense of 
their own advancement. Some are 
engaged in their own business and 
are prospering. 

Too many men are confounding 
the subject of business with trad- 
ing and have a wrong understanding 
of the true fundamental principles 
of good business practice. Others 
are conducting their business along 
lines based on Truth, Honesty and 
Integrity, putting the Golden Rule 
into it, always considering the other 
fellow in every transaction—these 
principles never failing. 

Nations throughout the world 
have conducted their national busi- 
ness on a basis that in many cases 
has been regarded as illegitimate and 
unscrupulous, due to their cunning 
diplomatic trickery, for loot and 
gain. One illustration of this is 
still fresh in our minds—the World 
War. 


In our own national affairs we 


have placed a high standard upon 
business integrity and yet during the 
past twenty-five years we have grad- 
ually slipped our business into poli- 
tics, where our legislative bodies, 
composed of lawyers and politicians 
and sharpshooters, have penalized 
various industries and commercial 
interests to such an extent that it 
has greatly hampered the freedom 
of doing business on a_ business 





Dr. John P. Wagner. 


basis. I frankly declare there has 
been no greater evil in our nation’s 
affairs than the dragging of busi- 
ness into politics, and every effort 
should be made on the part of busi- 
ness interests to extradite the regu- 
lation of business out of politics and 
to conduct their business upon a 
business according to the 
fundamental principles that stand 
for constructive standards of fair- 
ness and equity. 

We have enjoyed, during the past 
thirty or forty years, a great ad- 
vancement towards this end. With- 
in the past twenty years this nation 
has marked a new epoch in the his- 
tory of constructive business policy. 
Industries have sought, by codpera- 
tive efforts, to standardize the af- 


basis, 


fairs of their particular industry: 
first, to elevate the standard of the 
product of their industry ; secondly, 
to merchandise the same on an equi- 
table basis, to establish a greater 
standard of selling for value-re- 
ceived-at-a-fair-price and demand- 
ing payment for their goods within 
a reasonable period. 

The merchandising methods of 
the immediate past are no longer 
remembered and we are devoting 
ourselves to conducting our business 
in a stable, reliable manner, into 
which we have put a strong con- 
sideration of the moral obligations 
of man to man. 

The manufacturer or merchant 
who bases his business upon the idea 
of dollars-and-cents value and ego- 
tistically expands his chest, believ- 
ing that he is the last word in the af- 
fairs of big business, might do well 
to glance about himself for an ideal 
lesson which may be had in his im- 
mediate neighborhood, for when the 
crepe is tied upon his door knob, 
the institution may leap into greater 
promises and into a higher degree of 
integrity. The public wants the 
truth about things, is willing to pay 
for honest merchandise, and wants 
to be educated as to the merits of 
merchandise offered to them. 

Directing our attention at this 
time to the business affairs of our 
own industry, may we not profit by 
a brief reflection into the immediate 
past? .No one will deny that con- 
ditions have not been as we would 
desire them, notwithstanding the 
fact that great progress has been 
made during the past few years, and 
the heating and ventilating industry 
is fast coming into its own, to take 
its place among those who are en- 
gaged in the manufacture of the 
vital necessities for the health, com- 
fort and happiness of home life. We 
have every reason to expect, to be 
able within a few years, to build up 
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this warm air heating and ventilat- 
ing industry to a point where it will 
not be scoffed at and ridiculed by 
dealers and competitors and those 
who are more interested in destroy- 
ing than building up high ideals. It 
is my firm belief that the manufac- 





“The manufacturer or mer- 
chant who bases his business 
upon the idea of dollars-and- 
cents value and egotistically 
expands his chest, believing 
that he is the last word in the 
affairs of big business, might 
do well to glance about himself 
for an ideal lesson which may 
be had in his immediate neigh- 
borhood, for, when the crepe 
is tied upon his door knob, the 
institution may leap into 
greater prominence and into a 
higher degree of integrity. 

“The public wants the truth 
about things, is willing to pay 
for honest merchandise, and 
wants to be educated as to the 
merits of merchandise offered 
to them.” 











ture, sale and installation of warm 
air heating plants will number 
among the most important and will 
be given as much consideration as 
any other product that goes into the 
making up of homes. 

The architect and the builder, as 
well as the heating contractor, will 
be interested in giving the heating 
plant due and proper consideration 
and take it out of the installment- 
payment and peddling classes, and 
elevate it into the calendar of essen- 
tials in home building, and will en- 
deavor to educate the public in be- 
coming more thoroughly educated as 
to the necessity and care of a proper 
warm air heating plant. It will 
then no longer be ridiculed by com- 
petitors as inferior, but will be re- 
spected as the highest art of heat- 
ing of homes and other buildings. 

Doing business on a_ business 
basis is to set a standard upon which 
you desire to operate. If you set 
your standard high, you will carry 
a high grade of merchandise, you 


will have an intelligent class of peo- 
ple come into your place of busi- 
ness, you will get a proper return 
for your merchandise and your la- 
bor, and you will seek to please your 
customer who is depending upon 
your truth, honesty and integrity in 
your dealings. It. must be remem- 
bered that the fundamentals in busi- 
ness involve the purchasing of mer- 
chandise from the manufacturer at a 
proper price, and he is entitled to a 
fair profit. You, in turn, must sell 
your merchandise at a fair profit, 
for no business can be carried on 
successfully unless it is carried on 
with a fair margin of profit. It is 
unscrupulous for the manufacturer 
to deceive either the merchant or 
the consuming public and to engage 
in sharp practice, using the mer- 
chant as a cat’s paw for transmitting 
his merchandise through the dealer 
to the consumer. 

It is unscrupulous in any business 
transaction to take unfair advantage 
of those with whom you deal, be it 
manufacturer, dealer or consumer. 
No honest business man ever made 
a million over night, but is contented 
with a fair and legitimate profit that 
will reflect to him a business career, 
built upon a solid foundation. What 
greater joy is there in business than 
to see it grow because of the repu- 
tation that it gains from day to day, 
through honesty of purpose? It is 
such concerns whose names are writ- 
ten upon the pages of commercial 
history, names that never fade away 
because they have built them upon a 
solid foundation, seeking to do the 
right thing at the right time, and all 
the time. Real business men never 
hide their light under a bushel. If 
they are dry goods merchants, they 
display their goods in an attractive 
way, behind clean glass. If they are 
warm air heating contractors, they 
should not place the heater that they 
sell in the back part of the shop, but 
they will display it in the front win- 
dow, if they themselves are not 
ashamed of it, and let it speak for 
itself. Surely, the public could not 
be attracted to a place of business 
that is ill-kept and where business 
methods are lacking and where there 
is nothing inviting. On the contrary, 
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a warm air heater may be displayed 
in windows ‘as costly as those of 
Marshall Field, for it should be no 
more dirty nor more unsightly thay 
the wares of the dry goods man. 


The time is here when the warm 
air heating contractor will realize 
that his industry is as important as 
any other business that sells mer. 
chandise or products. Doing busj- 
ness in a business way means to 
give every phase of the business 
proper attention, and again and 
again we might repeat that there js 
no other foundation than truth, hon- 
esty and integrity in your business 
conduct. All men are judged by 
their works, so the warm air heater 
man must stand judgment at the 
bar of good business, and already we 
have many institutions throughout 
the country which have given us real 
demonstrations as to the value of 
conducting business in a real busi- 
ness way. One might walk up High 
Street in Columbus, Ohio, and there 
be attracted by one of the most at- 
tractive of show windows, in which 
warm air furnaces are displayed in 





“We have every reason to 
expect to be able, within a few 
years, to build up the warm 
air heating and ventilating in- 
dustry to a point where it will 
not be scoffed at and ridiculed 
by dealers and competitors 
and those who are more inter- 
ested in destroying than in 
building up high ideals. 

“It is my firm belief that the 
manufacture, sale and installa- 
tion of warm air heating plants 
will number among the most 
important and will be given as 
much consideration by archi- 
tects and contractors as any 
other product that goes into 
the making up of homes.” 














such a manner as to attract men 
and women into their place of busi- 
ness to examine the stock. And 
there is no reason for hiding a fur- 
nace in a place of business and put- 
ting merchandise in your windows 
which is of lesser importance and 
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value. It is not my purpose to go 
into intricate details as to the techni- 
cal methods and practices, but to 
impress upon you the fundamentals 
upon which all good business 1s 
conducted. 

Remember that a good business 
man must have vision. He must 
know his business, his merchandise, 
he must never deviate from the high 
standards which he has set, never 
fail in his promises, must always 
make good, must be big and live 
enough to place himself in his cus- 
tomer’s shoes, and there, in fair 
judgment, realize what the customer 
has a right to expect from him as 
well as he himself has a right to 
expect from the customer. He must 
make a proper profit, pay his 
bills promptly, always insist upon 
receiving value for his merchan- 
dise and labor. He must con- 
vince his customers that he is 
entitled to a fair consideration, and 
that he, as a merchant, has no more 
right to deceive or take advantage of 
his customer than the customer has 
to deceive or take advantage of him. 


Allow me in closing, therefore, to 
point out specifically these facts, 


which are basic in good business - 


practice: The manufacturer must 
seek to make his product as con- 
sistently compatible as possible with 
the use for which it is intended and 
seek from day to day to refine and 
improve it to a higher degree; he 
must sell his merchandise upon an 
equitable basis which will enable him 
to make a fair profit and render 
proper service, both to the merchant 
as well as the consuming public; he 
must sell it upon standard terms and 
refrain from long dating which is 
one of the greatest curses of busi- 
ness and is not recognized by the 
business world as legitimate prac- 
tice; the merchant must demand 
from the manufacturer a good prod- 
uct and proper service in order to 
maintain his good reputation in his 
community; he must never sell a 
product that he himself does not 
thoroughly believe to be good and 
which he cannot back up with his 
word of honor; he must pay the 
manufacturer promptly for his mer- 
chandise and deal within the estab- 


lished ethics of good business prac- 
tice ; the consumer must always ex- 
act from the merchant : truth, proper 
workmanship, prompt service and, in 
turn, must pay the merchant 
promptly for his merchandise and 
service. 

You may easily find by a glancing 
survey over this great land of ours, 
towering monuments of commercial 
and business interests of every kind 
that are practicing in their daily 
works: truth, honesty and integrity. 
Always having an honest purpose in 
mind to render service—and every 
man’s good service is worthy of 
proper compensation. 

This, gentlemen, is business in a 
business way, that brings success 
and prosperity to those who under- 
stand and practice it. 





Capitalizing on Human 
Failing in Selling Furnaces. 

The accompanying advertisement, 
taken from the Hazleton, Pennsyl- 
vania, Standard-Sentinel, and offer- 
ing the services of the Hazleton 
Machinery & Supply Company, 
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renders a service for which they un- 
doubtedly were thanked more than 
once, or if not, they should have 
been. 

The advertisement carries a 
thoughtful reminder that there may 
possibly be some reason why the 
home owner’s furnace will not func- 
tion when called upon, which is al- 
ways never before the cold weather 
is upon him. 

The advertisement not only car- 
ries a strong appeal, but it also puts 
the man doing the service in a way 
to making profits upon any repairs 
that may be needed and also gives 
other people a chance to learn -the 
value of his services. 

The wide-awake furnace installer 
realizes the full value of such ad- 
vertising as that shown and never 
neglects to do his share of if at the 
proper season of. the year. 

The advertisement is :well bal- 
anced and symmetrical. The*illus- 
tration is good, while the appeal 
shows a keen analysis of human 
failings with the ability to take full 
and fair advantage of those failings 
in building up a legitimate business. 
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your window panes. 


BOTH PHONES. 





Don’t Overlook the Furnace 






One Winter That’s Tough 
Is Always Experience Enough. 


It is the wise man who prevents his furnace from giv- 
ing poor service by having it overhauled now. 
Let us put your heating system in good working or- 
der before “OLD KING WINTER” blows his breath on 


Hazleton Mach, & Supply Co. 
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BROAD & VINE STS. 





Advertising the Furnace Repair Business Effectively. 
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Western Warm Air Furnace and Supply Holds Successfy| 


Meeting at Chicago. 


December 4 and 5 Prove to Be Important Days in the Warm 
Air Heating Industry—Meeting Held at Sherman House. 


OLLOWING the more than 

successful meeting of the Na- 
tional Warm Air Heating and Ven- 
tilating Association at Urbana, IIli- 
nois, where the Warm Air Research 
Residence was formally dedicated, 
a large turnout of the delegates who 








Blair A. Quick, 
President-Elect. 
visited the University of Illinois, 
killed two birds with one stone and 
attended the meeting of the Western 
Warm Air Furnace and Supply As- 
sociation December 4 and 5. 

The convention opened with the 
annual address of President H. W. 
Symonds. 

His address in full is published 
under a separate heading in this 
issue. 

After the minutes of the previous 
meeting had been read, Secretary 
John H. Hussie made his report as 
follows: 

Report of Secretary Hussie. 

It has been said that a good secre- 
tary is one that keeps the members 
of the association busy. On that 
basis, I do not believe that I rate 
very high, and yet there is much that 
members could do to make the asso- 


ciation more useful. 
I believe that much more could 


be done toward the introduction of 
the Standard Code. I find retailers 
in all parts of the country seeking 
information on the Code and I be- 
lieve that the traveling salesman, of 
every one of our members, should 
consider it his duty to mention the 
Code on every occasion. 

How great is the need of the use 
of the Code is illustrated by the fact 
that I recently saw a 6x12 register 
with a 12-inch warm air pipe lead- 
ing to it, and a 12x14 register with 
a 9-inch warm air pipe. 

Another thing, members might 
work a little harder on is member- 
ship. The Secretary can do some- 
thing along that line, but members 
have far more influence with pros- 
pects. 

There has been a widespread de- 
mand on the Secretary’s office for 
information on the Code and dealers 
in a few cities have stated that they 
are making an effort to have it in- 
corporated into their building ordi- 
nances. 

The greatest unanswered demand 
now seems to be for a correct meth- 
od of rating furnaces. It is to be 
hoped that we will soon be able to 
intelligently answer it. 

At the June convention, the Sec- 
retary was instructed to ascertain 
what could be done to have makers 
of chimney tile flues standardize 
their product. A letter from A. L. 
Ferguson, replying for D. Knicker- 
backer Boyd, consulting architect, 
Structural Service Bureau, Phila- 
delphia, Pennsylvania, together with 
blue print of flue linings, adopted by 
the Eastern Clay Products Associa- 
tion. 

As authorized at the June conven- 
tion, the Secretary purchased one 
thousand copies of the 3rd edition 
of the Standard Code. Some of 
these are still on hand and will be 
distributed at the request of mem- 
bers. 





As indicated by financial report, 
the association is in splendid condj- 
tion and stronger than ever. 

I wish to thank the officers and 
members for cooperation during the 
year. 

Treasurer John B. Fehlig’s re. 
port was then made. 

W. C. Markle, president of the 
National Association of Sheet Metal 
Contractors, spoke on the subject, 
“Your Association and Ours.” His 
address is published elsewhere in 
this issue. 

Dr. John P. Wagner, Dowagiac, 
Michigan, gave an address on “Do- 
ing business on a Business Basis,” 

The address of Dr. Wagner will 
be published in full next week. 

The morning session was wound 
up with the appointment of various 
committees. 

Thursday Afternoon. 

The Thursday afternoon session 

was opened at 2 p. m. with the re- 
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John H. Hussie, 
Secretary. 
port of the Standardization Com- 
mittee by Chairman R. W. Menk, in 
which he showed that much prog- 
ress had been made in the matter of 
register standardization, standard 
instruction card for house ownefs, 
standard proposal blanks, etc. 
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The banquet on Thusday evening 
was typical of the fine fellowship 
that has become one of the great 
features of this Association. Blair 
Quick acted as master of ceremonies 
ond he made everybody dance to his 
pipe, or rather, he made them show 
their ability and inability along vocal 
lines, either in story telling or in 
song. 

The two Canadian brethren, H. 
Burnison and J. Lockhead, easily 
won the laurels, for they sang “God 
Save the King” and “My Country, 
‘tis of Thee” with equal fervor, in 
addition to telling a couple of 
“burry” Scotch stories. 

Ford and Glenn, the sweet sing- 
ers of W. L. S. fame, delighted the 
audience with a new version of their 
“How Do You Do” duet, in which 
President Symonds and _ several 
other celebrities were featured. 

The Entertainment Committee, J. 
Harvey Manny, D. C. Cummings 
and Blair A. Quick, covered itself 
with glory. The menu was excel- 
lent, the service prompt, the musi- 
cal and dancing features of the pro- 
gram of the highest quality. 

Friday Morning’s Session. 

Mr. Menk led the continued dis- 
cussion of the Standardization Com- 
mittee’s report, at the conclusion of 
which the committee was instructed 
to act with the Publicity Committee 
in the matters of the Standard Code, 
the Standard Dealer Sign, the 
Standard Instruction Card and other 
features of the report. 

Dr. John P. Wagner, chairman of 
the Publicity Committee, made the 
report of that committee. 

The “Start Something Now,” as 
usual, brought out the big thing of 
the meeting. 

E. L. Jaynes set the ball in mo- 
tion with the statement that with a 
proper installation the warm air fur- 
nace is the ideal heating plant for 
residences, and offered a resolution 
to the effect that the furnace manu- 
facturers take action to use their 
salesmen in selling the Standard 
Code to the installers, so that they 
will always use it in their work. 

Roy Walker, Dr. Wagner, W. T. 
Somers, Joseph Farris, John C. 
Miles, George Harms, Joseph Bur- 


gess, P. A. Johnson, B. H. Quick, 
Fred Nesbit and J. Harvey Manny 
spoke on the motion. 

The statement was made that a 
prominent manufacturer of fur- 
naces is reaping great gains by the 
fact that when his salesmen go out 
with installers to figure jobs these 
salesmen must figure the job accord- 
ing to the Standard Code or tell the 
installer to do his own figuring, with 
the result that better jobs are sold 
in most instances. 

Mr. Harms moved as a substitute 
that the association express its ap- 
proval of the idea of Mr. Jaynes’ 





George Harms, 
Chairman Furnace Rating Com- 
mittee. 


resolution, but that it considers the 
time for its presentation inopportune 
at this time and that Mr. Jaynes’ 
resolution be referred for action to 
the next meeting. 

The election of officers resulted 
as follows: 

President—Blair A. Quick, Des 
Moines, Iowa. 

Vice-president—D. E. Cummings, 


Chicago. 
Secretary—J. H. Hussie, Omaha. 
Treasurer — James B. Fehlig, 


Kansas City, Missouri. 

Executive Committee—In addi- 
tion to the officers, H. W. Symonds, 
St. Louis, and J. Harvey Manny, 
Chicago. 

The time and place for the next 
meeting was left to the Executive 
Committee for selection. 

Mr. Farris moved a resolution of 
appreciation and thanks for the 
splendid codperation of the trade 
press. 
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The retiring president, Mr. Sy- 
monds, moved that Harry Hussie be 
delegated to present the Standard 
Code to the sheet metal contractors 
at their national convention in At- 
lanta, Georgia, next June. 

Mr. Nesbit moved that $500.00 
be appropriated for the use of the 
Publicity Committee to be expended 
during the coming year under the 
direction of the Executive Commit- 
tee. The motion was carried. 


Warm Air Furnace 
Salesman Finds Valuable 
Information in Artisan. 
To AMERICAN ARTISAN: 

Please be so kind as to renew my 
subscription to AMERICAN ARTISAN 
for another year. I am lost with- 
out it. 

I am a warm air furnace sales- 
man and I sure find articles in 
AMERICAN ARTISAN from which a 
man in the trade can learn a lot. 

Yours truly, 
Etsy MARTINUS, 
518 Michigan Avenue, Holland, 
Michigan. 





G. A. Byor Enters 
ARTISAN’S 40-Years 
A Reader Society. 

To AMERICAN ARTISAN: 

[ have not received my AMERICAN 
ArTIsAN for November 29th and 
should be pleased to have you send 
me one. 

I have been a constant reader of 
AMERICAN ARTISAN for forty years 
and do not like to miss a single 
copy. 

Yours truly, 
G. A. Byor. 
Edgar, Nebraska. 





The method which is an aid to 
straight thinking is to make analysis 
on paper. Put the proposed action 
at the head of a sheet of paper. On 
one side place every objection, every 
undesirable effect you can think of. 
On the other side put the advan- 
tages. Weigh one against the other. 
Trace out the ultimate of all. De- 
termine if the advantages overbal- 
ance the objections. 
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President Symonds Reviews Activities Western 
Warm Air Furnace Body. 


Urges Incorporation of Standard Code 
Into Building Laws of Cities and States. 


RESIDENT H. W._ SY- 

MONDS delivered the follow- 
ing address, reviewing the activities 
during 1924 of the organization at 
the annual meeting of the Western 
Warm Air Furnace and Supply As- 
sociation : 

President Symonds’ Address. 

Reviewing the activities of our 
association since its organization, 
February, 1919, nearly six years 
ago. We have just cause to feel 
proud of what has been accom- 
plished in this length of time. It is 
needless to say through our efforts, 
together with the activities of kin- 
dred organizations, working together 
on the many problems, especially the 
standard code, which has now be- 
come the recognized authority in 
scientific warm air heating, the pub- 
lic, as well as those engaged in the 
art, are beginning to realize on our 
investment which appeared at the 
beginning an excessive outlay on our 
part, we shall be well repaid if we 
continue to broadcast what has al- 
ready been done. In my mind there 
is more to do and we should con- 
tinue until the realization of our 
high ideal, writing the code into 
law. There has been some progress 
in this regard during the past year ; 
I am not familiar with the details 
of what has been accomplished; in 
Kansas City, however, we can look 
for something, perhaps surprising, 
from our Kansas City members to- 
day or tomorrow. 

Our association is the only or- 
ganization devoted to the upbuilding 
of the warm air heating industry, 
that includes in its membership, 
manufacturers and wholesale dis- 
tributors, better known as jobbers 
of furnaces and supplies. If there 
are abuses in marketing, unfair ad- 
vantages, misleading advertising, or 
other vital matters this is the time 
to thrash them out. It appears to 
me there might be a little more co- 
operation in the relationship of man- 


ufacturers, jobbers and dealers. I 
am not going to discuss this matter 
further at this time; however, it 
will give you something to think 
about. 

Our association is without a rec- 
ognized emblem, trade mark or slo- 
gan to emphasize our high ideals; 





H. W. Symonds. 
Retiring President. 


this, I believe, should.be given some 
consideration at this time. 

The matter of membership in- 
crease should be taken up in earnest 
at this meeting. I trust the Mem- 
bership Committee has a surprise to 
spring on us today; if not, it be- 
hooves them to get busy at once, 
there is plenty of timber. 

There appears to be an upward 
trend in prices for the coming year ; 
however, let us not take this serious- 
ly. It would be well to discuss this 
matter, together with business in 
general. The viewpoint of our mem- 
bership from the floor might prove 
to be very interesting. I would very 
much dislike to see prices go beyond 
its banks to the extent of killing the 
goose that laid the golden egg. In 
our deliberations, let us not lose 
sight of the fact, that we owe our 
trade something more than money 
will buy—good will, honest dealings 
and service—and in turn the public 
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the best heating plant money cap 
produce. After all the consumer jg 
our judge and will always pay for 
what they get, thus perpetuating the 
industry. 

Tomorrow, as our program des. 
ignates, 10 a. m., “Start Something 
Hour,” this does not necessarily 
mean one hour, little can be accom. 
plished in so short a time. It means 
just what it says—“start something” 
—as we have done in the past; start 
something if you will, perhaps 
knowing it cannot be finished at this 
session. Right here I beg your par- 
don for the suggestion, not to spend 
all of your time while attending 
these sessions in selling your wares, 
but begin to build for the future; 
concentrate, invigorate, inspire to do 
the greatest possible good for our 
industry, think, act, starting some- 
thing. 

In conclusion, let me say that dur- 
ing the past year your officers have 
been in perfect accord; I have not 
been, perhaps, as active as some oth- 
ers could; however, it has been a 
pleasure to serve you as president, 
and as I said at the beginning of my 
term of office I would do the best 
I could and this I have endeavored 
to do. 


Some of the Factors 
Constituting a Retail 
Market Analysis. 


Population and purchasing power 
are two factors which determine the 
possible success of a retail merchan- 
dising establishment. Nationality, 
habits of thrift, religion, or desires 
are only minor factors. 

An individual may have ever s0 
great a desire to buy many things, 
but the extent to which he or she 
wil! gratify that desire will depend 
entirely upon the amount of pur- 
chasing power that individual can 
command. 

The area of population from 
which a retail merchant can hope to 
draw depends upon certain factors, 
such as the vicinity of competitors, 
the accessibility of the store and the 
quality of merchandise in demand 
by that population. 
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If Wilder Metal Withstands Damp 
Salt Air 7 Years, How Long Will 
It Stand Up in Your Service? 


Read W hat 
Ed. Fogg of Pen- 


sacola, says: 


“In 1915 I received twelve sheets of your 
products, which we used as roofing on a 
i ak 8 Boe 4 garage. After seven years of service the 
SA Re sed, material is still in good condition, showing 
4s" = no signs of rust or deterioration. 








“In this climate that means a good deal, 
as the damp salt air will ruin most any 
ordinary roofing in about three years.” 


S| CML: m 
me ss Bae an) | 


Minn 










ED. FOGG, 
eitiliie 316 W. Strong St., 
Known Uses Pensacola, Fla. 
of Wilder Metal 
noire Wilder Metal is a superior coated sheet, pre- 
soar ll pared by a patented hot-dipping process at 
Sate — an exceptionally high temperature, and using 
Stove Linings in the alloy a special aluminum composition 
ee which renders the sheet highly resistant to 
anyon corrosion. May we send samples for test 
, lll purposes? 
Culverts 
Skylights 


Sop mene THE WILDER METAL CO. 


Low Cost? NILES, OHIO 


be LLL E0111 NANEOONENNAAQODUORNENASANOORAA SUA A4UUUALAGOAQONSIONNUAMUOOOADGAALAAIUOUANSUNOUOEONOULT OULU EUEEL LUCENA 


DLDERMETAT 


SHEETS, STAMPED and FORMED PARTS, PROCESSING, etc 
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W. C. Markle Urges That Furnace Salesmen 
Use Best Efforts to Sell Code. 


National President of Sheet Metal 


Contractors Wants Real Cooperation. 


C. MARKLE, president of 

¢ the National Association of 

Sheet Metal Contractors, spoke as 

follows at the meeting of the West- 

ern Warm Air Furnace and Supply 
Association : 

I need not ask, “Do you believe 
in associations ?” 

The answer to that question is 
your attendance here today. 

Do you believe your association 
is as good as it can be made? 

In other words, do you believe it 
is perfect? Of course, you don't. 
That is why you are here today; to 
make it better and stronger than 
ever. 

Did you ever ask yourselves the 
question: “Are associations worth 
while or, is it a waste of money 
and labor to try to build up an ef- 
fective association ?” 

The best answer to this would be 
to refer to the schedule of associa- 
tion conventions listed in a recent 
issue of the trade journals. 

Beginning with the mid-year 
meeting of the National Warm Air 
Heating and Ventilating Association 
at Urbana, this week, there were 
twenty-eight conventions listed of 
various sheet metal and hardware 
associations alone. 

It is not likely that so many peo- 
ple would make the same mistake as 
to affiliate with associations, pay 
dues and do the work that falls to 
the lot of the officers and commit- 
tees of these associations, if there 
were not some real benefits to be de- 
rived from such membership. 

The real benefit to be derived 
from any association, to my way of 
thinking, is in education. 

First: Education of your 
own members to the importance 
of establishing a code of ethics 
which, if followed, will elevate 
your business to the high plane 
in which it belongs and will 
command the respect of your 
non-member competitors and 


the users of your product. 

Second: Education of the 
dispenser of your product, the 
retailer or installer of warm air 
heating systems. 

Third: Education of the 
consumer of your product, the 
great buying public. 

The first and third of these phases 
of education you have - probably 
worked out to your entire satisfac- 





“IT do not know of any in- 
dustry that has better trade 
journal service than ours 
and that is due to the fact 
that the men furnishing this 
service know our needs bet- 
ter than we do ourselves and 
are as vitally concerned in 
the success of our industry 
as we are.” 











tion, so I will not take up your 
time in discussing them. 

I am more particularly concerned 
in the second as this directly affects 


many members of our association, | 


the National Association of Sheet 
Metal Contractors. 


You will find the education of 
the retailer and installer a rather 
complex problem as a majority of 
them are graduates from the ranks 
of journeymen sheet metal workers. 

These men, with few exceptions, 
have had very little opportunity to 
study salesmanship as a fine art and 
either have to depend on such nat- 
ural ability as they possess or just 
“trust to luck.” 

The code that has been adopted 
is certain to prove of great benefit 
to the industry, but in order to get 
maximum results you will have to 
use your utmost efforts to educate 
the installer to make use of it in 
his every day business. 

Do not depend on the trade jour- 
nals to do all the educating. They 
are doing all that is humanly possi- 
ble for them to do, in preparing ar- 
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ticles of real live interest, liberally 
illustrated and in giving publicity to 
conventions such as this. 

I do not know of any industry 
that has better trade journal service 
than ours and that is due to the fac 
that the men furnishing this service 
know our needs better than we do 
ourselves and are as vitally cop. 
cerned in the success of our indys- 
try as we are. 

But the fact remains, that yon 
cannot expect the trade journals to 
do it all. 

For this reason it is important to 
impress on your sales managers the 
importance of conducting a cam- 
paign of education in their dealings 
with the installer. 

When a salesman calls on “Bill 
Jones” it is not enough to slap him 
on the back and tell him what.a 
good fellow he is, and take his or- 
der for a few furnaces or a few 
carloads, as the case may be. 

It is more important to talk 
“Code” ; find out if “Bill Jones” be- 
longs to a local association of sheet 
metal contractors; find out if the 
other members of the association 
are using the code, show “Bill 
Jones” that only as he and his fel- 
low sheet metal contractors adopt 
and use the code can they hope to 
improve the warm air heating busi- 
ness. 

If this kind of education is car- 
ried on by members of your associa- 
tion, there will be benefits for you 
beyond your greatest expectations 
because every installation will give 
satisfaction. The customer will not 
dispute the bill rendered because of 
the heating system failing to per- 
form as represented. 

If through the efforts of your 
salesmen, “Bill Jones” decides to 
become a member of a local ass0- 
ciation of sheet metal contractors, 
you have done him a greater service 
than he has done for himself, and 
he will get the benefit of codpera- 
tion, which can be had only through 
associations. 

In closing, I want to emphasize 
the fact that it is important to codp- 
erate in educating the installer om 
your product, because after all, your 
success depends on his. 
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Qsborn’s Stove Pipe and Elbows 


Osborn’s Stove Pipe is carried in 
stock in standard 28-gauge oiled, 
Made Up, in 3” to 7” sizes inclu- 
sive, in full 24” joints and also 34, 
1%, 14 and taper joints. Also sup- 
plied in 27- 26- and 24-gauge. 
Nested or Knocked-Down in 24” 





Made in our own plant of none lighter than 
28 gauge Osborn’s Superior Blue Sheets— 
uniform color blued steel 


Sold 


joints only, 3” to 7° sizes. 
in full crates of 25 joints. 


Elbows are carried in the same 
material in either four-piece 
tight or adjustable and also in 
one-piece corrugated in 3” to 7” 
sizes. 





OSBORN’S STOVE PIPE AND ELBOWS ARE GUARANTEED 





Superior Ave. & 38th Street 


Our new catalog will be sent on request. 


THE J. M. & L. A. OSBORN CO. 


** Everything Used in Sheet Metal Work’”’ 


Order yours today 





CLEVELAND, OHIO 

















Rigid 


Durable 
4EOLUS 
Solve the Pure Air Problem 


The AEOLUS was designed after carefully conducted experi- 
ments and a study of various types of ventilators. It is the 
result of thirty-five years’ experience in manufacturing and 
selling ventilators. 

It has proven a success wherever installed—has pulling 
power, is sturdy—steady and constant in operation. 


Write for full particulars. 


FEOLUS-DICKINSON CO. 


3332-3352 SOUTH ARTESIAN AVENUE, CHICAGO 











Phone: Lafayette 1862-1863 














Steel Ceilings 
Side Walls and Cornices 


Only first quality material used 
Many neat designs of character. 


Write today for our complete cata- 
log giving descriptions and prices. 


THE W. J. BURTON CO. 


Juncti in . . - 
Ge Penshece pa “"" Detroit, Michigan 
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INLAND 


COPPER ALLOY 
STEEL SHEETS 


INLAND STEEL COMPANY 
38 South Dearborn Street, Chicago 
Branch Offices 
Milwaukee St. Paul 


Mills at 
Indiana Harbor, Ind., Chicago Heights, Ill., Milwaukee, Wis. 
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Here’s How to Construct a Roof Jack Surrounding q 
Flue Passing Thru the Roof. 


Kothe Gives Answer to C. R. Jones’ 
Inquiry for Construction of Roof Collar. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri, 


ESPONDING to the inquiry 
of C. R. Jones, Williamsport, 
Pennsylvania, for patterns for a 
smoke stack passing through an in- 
clined roof, we submit the accom- 
panying illustration as the solution: 
The first step is to draw a center 
line, and pass the roof line A-B 
through it at the required angle. 
Then at any place above, square the 
line 1-7 and describe the semi-circle, 
and divide in any number of equal 


spaces, six in this case. From each 
of these points drop lines until they 
intersect the roof line as in points 
1’-2’-3’-4’-5’-6’-7’. Observe, the 
roof line cuts off each elevation line 
in these points, and as we unroll the 
pipe; the miter cut will form itself. 

To set out the pattern, draw a line 
as 1-1”, and on this line step off the 
circumference for the pipe, or trans- 
fer the spaces from the semi-circle 
as 1-2-3-4-5-6-7, etc. Drop lines 


from each of these points, and then 
from each point as 1’-2’-3’-4’, ete, 
in the roof line project over horizon- 
tal lines until they cross lines jp, 


stretchout of similar number. This: 


establishes points 1’-2’-3’, etc., and 
enables: sketching in the uniform 
curve, and that finishes the pattern. 


To set out the pattern forthe’ 


flange, observe, the metal fits alon 
the roof line A-B, and, theréfére, 
the points 1’-2’-3’-4’, etc., become 
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PATTERN FOR 
ROOF FLANGE 











PATTERN FOR PIPE 
CONNECTION 


PATTERN FOR OPENING 
IN FLANGE BY USE OF 
AN OVAL 


” 
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Patterns for Roof Jack. 
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PERFORA TED METALS 


December 6, 1924. 























ac al ae 





Sci cia 


All Sizes and Shapes of ‘Holes i in all Kinds pe oC of Metal. 


Punched Metal Grilles, Register Faces, Ventilators, etc. 
Guard Material for Machines and Belts. We supply a complete line of Accessories 


Screens for Grain, Minerals or anything to be screened. 
Perforated Tin and Brass always in stock 


[ARRINGTON @ KING PERFORATING @ 


5649 FILLMORE STREET, CHICAGO, ILLINOIS, U. S. A. 








New York Office: 





114 Liberty Street 

















HOOKS 


ALL KINDS—ALL SIZES 


FOR BRICK OR WOOD 


BERGER HOOKS are widely used throughout 
the trade. They are made of the best malleable 
iron and are high grade in every respect. 


Try some on your next job. 
We can also furnish SOLID BRASS HOOKS. 


Write for catalog plet C 


BERGER BROS. C >| Ne 


229 to 237 Arch Street, BS: CO. | PA. 
Warerooms and Factory: 100 to 114 Bread Street 


hari, 












Hand-dipped is the best 
Galvanized Shingle made 


Then there is the other kind 
stamped from sheets which come 
already Galvanized. 

—We make both kinds and we 
will be glad to send prices and 
discounts also our booklet “‘Con- 
cerning that Roof.” 


CORTRIGHT METAL ROOFING CO 


50 N. 23rd Street, Philadelphia 
528 S. Clark Street, Chicage 














‘CORTRIGHT METAL SHINGLES 
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Made of 
Keystone 


Copper Bearing 
Steel 


CLARK-SMITH HARDWARE = 





Plecker’s s  Ghenient a Teousth at Conmnned Seeneding Conductors 





TTL ET Lod i 





THT UE 


Costs no more 
Lasts I onger 


Therefore 
Cheaper 


PEORIA, ILLINOIS 


a 
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‘STANDARD 


VENTILATOR and CHIMNEY CAP 


3 strongest and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 


OES away with high stacks, swings freely in the 
slightest breeze and positively cures down-drafts. The 


Manufactured by 


STANDARD VENTILATOR CO, 


LEWISBURG, PA. 
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established points. Therefore, pick 
these distances from roof line with 
dividers, and set on the line 1”-7”, 
and draw horizontal lines through 
them. After this drop lines from 
all points in roof line or the semi- 
circle, since both are the same, until 
they cross lines in stretchout of the 
same number. Sketch a line through 
these intersections, and the opening 
is finished. If this flange is merely 
slipped over the pipe; then an edge 
must be allowed for the joint that 
is to be made. If a seamed joint is 
to be made, then edges must be al- 
lowed accordingly. 

Where only a flange opening is re- 
quired, it is often satisfactory to 
merely describe an oval as shown to 
the right of the drawing. The 
length is made equal to 1’-7’, or roof 
line, and the width is made equal 
to 1-7 of semi-circle. After this the 
oval can be described in any one of 
a dozen ways, which I suppose the 
subscriber is acquainted with—if 
not, he should study some descrip- 
tive and applied geometry first be- 
fore attempting patterns. 





Milcor Makes Another Factory 
Expansion of 100,000 Square 
Feet at Milwaukee. 


During 1924 the business of the 
Milwaukee Corrugating Company 
expanded to such an extent that in 
spite of the addition of 50,000 
square feet of floor space completed 
late in 1923 and the acquisition of a 
large branch plant at La Crosse, 
Wisconsin (formerly occupied by 
Gund Brewing Company), another 
extensive addition is now necessary. 

Work has been started on a new 
100,000 square foot extension to the 
Milcor Milwaukee factories. This 
addition, running 200 feet back 
from the main plant, two stories 
high, will be completed within the 
next 60 days and will be in opera- 
tion in time to take care of the in- 
creased spring demand. 

The Milwaukee  Corrugating 
Company and all its branches report 
an exceptionally strong year for 
1924, with indications very mate- 
rially better for 1925. 


. 





Mrs. N. A. Gladding, Daughter 
of Atkins Saw Founder, Dies at 
Indianapolis, Thanksgiving Day. 

Mrs. Nelson A. Gladding, 57 
years old, wife of the vice president 
of E. C. Atkins & Company, In- 
dianapolis, Indiana, saw manufac- 
turers, died at 11 o’clock the morn- 
ing of Thanksgiving day, at her 
home, No. 2-B Winter apartments, 
1321 North Meridian Street, In- 
dianapolis. Death resulted from a 
complication of pneumonia and in- 
fluenza, contracted while Mrs. Glad- 
ding was working in the last Com- 
munity Fund campaign. 

Mrs. Gladding was Mary Dolbear 
Atkins, the daughter of Mr. and 
Mrs. E. C. Atkins, and was born 
in Indianapolis February 22, 1867. 
Mr. Atkins, who died in 1901, was 
the founder of the saw works which 
bears his name. She was married 
to Nelson A. Gladding December 20, 
1888, and they lived in Memphis, 
Tennessee, for about ten years, re- 
turning to Indianapolis at the end 
of that time. 

Mrs. Gladding was an ex-presi- 
dent of the Flower Mission, ex-re- 
gent of the Caroline Scott Harrison 
Chapter, D. A. R., and a member of 
the Cornelia Cole Fairbanks Chap- 
ter, D. A. R., Fortnightly Literary 
Club and the Dramatic Club. She 
was a member of the First Baptist 
Church and was active in church 
work. She had been a prominent 
figure in the last three Community 
Fund campaigns. 

Surviving, besides Mr. Gladding, 
are two daughters, Mrs. Noble Dean 
and Mrs. Sylvester Johnson, Jr., 
both of Indianapolis; one brother, 
E. C. Atkins of Indianapolis ; three 
sisters, Mrs. Thomas R. Kackley, of 
Indianapolis; Mrs. E. B. Davis, of 
San Diego, California, and Mrs. 
Sanford H. Wadhams, of Torring- 
ton, Connecticut, and five grand- 
children. 





It Pays in Every Way 
to Keep Ahead 
of Your Job. 

In your office you may leave work 
unfinished, depending on the next 
day to clean it up. 
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Next day additional work 
to you, or you may be delayed, ang 
what gets ahead of you today ig 
added to what you neglected to do 
yesterday. 

The day after you begin a mad 
rush to catch up. 

Errors creep in, and in your haste 
you do not keep up to the usual high 
standard of work which you ought 
to maintain. 


Most persons work with feverish 
haste, when they have not planned 
their work, and so it is better to lay 
out a plan of procedure and make 
each day take care of its work, 














| Notes and Queries 


Automatic Shut-Off Valves for Oil 
Burners. 


From S. E. Emerick, 338 Reed Street, 
Milwaukee, Wisconsin. 


Please advise me where I can buy 
automatic shut-off needle point 
valves for oil burners. 

Ans.—Imperial Brass Manufac- 
turing Company, 1200 West Harri- 
son Street, Chicago, Illinois, and 
Basel Manufacturing Company, 
Kansas City, Missouri. 

Nickel Plated Gas Stove Trimmings. 


From Condon and Patton, Haddon 
Heights, New Jersey. 


Who makes nickel plated gas stove 
trimmings, such as cocks, pilots and 
brackets ? 

Ans. — Fanner Manufacturing 
Company, Cleveland, Ohio. 


Wrought Iron Hinge Plates. 
From Ray Wharton Hardware Company, 

121 South Main Street, Rockford, Illi- 

nois. 

Please advise us who makes 
wrought iron hinge plates in the 
dead black finish. 

Ans.—Midwest Hardware Com- 
pany, 56 West Randolph Street, Chi- 
cago, Illinois. 

Address of E. G. Bernard Company. 
From a Subscriber. 

Will you kindly oblige us with the 
address of E. G. Bernard Company, 
manufacturers of plating generators 
or dynamos. 

Ans.—This concern was formerly 
located in Troy, New York, but 
have been out of business for many 
years. Their successors are Troy 
Electric Company, State and River 
Streets, Troy, New York. 
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TINNER’S HOLLOW PUNCH 
1, Vp Vy ¥% 
th 5) ' 





Write today for descriptive circular giving sizes and prices 


WHITNEY METAL TOOL COMPANY Rocitora? iitncis 


Rochford, Illinois 

















CHICAGO STEEL CORNICE BRAKES 
STANDARD OF THE WORLD 














Easiest Operated, Low in Price 
) and to Bend All Gauges of 
in use. 


WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. C0., 7404 Loomis Street, CHICAGO 
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Already Selling Rapidly 


Our Two Latest Lever Punches 









New No. 8 Medium-Capacity, Close- 
Corner Punch. Just out. Punches 
Easier, Deeper Throat, Simpler, Fewer 
Parts, Quicker punch changing. Without 
Tools. Upper Lever does not throw 
back to Right Angles. Side 
Gauge. Length 18 inches. Ca- 
pacity % through % Plate. 







No. 4 Tinner’s One-Hand Punch. 
Same construction #7 
Punch B—se 


as No 8 
above. Length 8% 
inches. Weight 2% 


Ibs. Capacity % through 16 gauge iron, 


Ask your Jobber or write us for information 
on our full Lever Punch line. 


715 Park Ave 


W. A. Whitney Mfg. Company ectfora‘m: 














REQUIRES ONLY HEAT 











SOLDER COMPANY 


CHICAGO 
4201 Wrightwood Ave.,CHICAGO, ILL. 








Hand Dipping Adds 


Years of Service 


Hand-dipping in pure zinc 
after forming puts an extra- 
ordinary barrier between 
Wheeling Hand Dipped Con- 
ductor Pipe and devastating 
elements. 


Underneath this heavy coat- 
ing is a basic material of super 
strength and resistance. It 
is copper-bearing steel, terne 
coated (lead and tin) admit- 
tedly of greatest durability 
and rust resistance. 


And, in addition, Wheeling 
Hand Dipped Conductor Pipe 
scores equally well in adapta- 
bility and appearance for any 
type of construction. Insist 
on Wheeling Hand Dipped 
Conductor Pipe for greatest 
economy. 


WHEELING 
METAL LATH 





Rid-Gid Lath 





Rib Lath 


Wheeling Expanded Metal Lath, all weights and 
sizes, and perfectly suited to all classes of work. 


Standard Lath 








CORRUGATING CO. 
WHEELING, W.VA. 
NEW YORK KANSAS CITY CHICAGO - 
PHILADELPHIA RICHMOND ST. LOUIS 
CHATTANOOGA MINNEAPOLIS, 














43 











Developments In Business Show That Recovery 
Slowly But Steadily and Definitely Under Way, 


Non-Ferrous Metal Prices Have Resumed Their - 4 
Advances After the Slow Down of a Week Ago. E 


HE gain in steel output has been 

greater than in pig iron and is 
more marked in the last week, the 
Iron Age says. “The Steel Corpo- 
ration is now operating at 74 per 
cent of ingot capacity, while the 
average for independent producers 
is close to that figure. It now looks 
as if December would compare fa- 
vorably in production with some of 
the earlier months of the year. 


“In both track work and equip- 
ment, railroad buying is well sus- 
tained. The volume of fabricated 
steel business in the four weeks 
since election appears to be two and 
one-half times that for the four 
weeks preceding, and the latter was 
close to the average for the year. 
Pig iron is now at the highest point 
in six months and steel is at the 
highest point since July.” 


Copper. 

Electrolytic copper, after its de- 
cline to 13.8714 cents, recovered to 
14 cents, then advanced to 14.12% 
cents to 14.25 cents, delivered for 
prompt and first quarter deliveries. 

The quotation for middle western 
deliveries in carlots is 4% to % cent 
above this range. 

A good business has been done 
with domestic consumers the past 
few days, while export business also 
has expanded. 


The Chicago base price on cop- 


per and brass of all kinds advanced 
% cent. 
Tin. 


Tin prices have advanced to a 
new high for the movement at 55.25 
cents, reflecting the bullish feeling 
of operators on both sides of the 
water. : 

The absorption of the stocks in 
the Bandoeng pool has relieved the 
trade from this burden and world 
visible supplies now are actually 
smaller than at any time in several 
years. 


American consumers have contin- 
ued to buy sparingly. 

There was no change in the Chi- 
cago base price of tin from last 
week, 


Lead. 


The lead situation has remained 
under the control of the larger fac- 
tors, who, in their desire to control 
prices, have continued to allot ton- 
nage at 8.40 cents, East St. Louis, 
and 8.65 cents, New York. 

A few sales have been made in 
the open market for December ship- 
ment at 8.80 cents, East St. Louis, 
and 9.00 cents to 9.10 cents, New 
York. 

Chicago lead base prices remain 
unchanged from last week. 


Zinc. 


Prime western zinc prices have 
tended steadily upward. The ad- 
vance since October 1 has amounted 
to about 1 cent a pound, as business 
was done for December-January 
shipment at 7.10 cents, East St. 
Louis. 

Smelter production also is show- 
ing a tendency to expand. Slab 
business is good, both for domestic 
and foreign use. 

Chicago base zinc prices remained 
unchanged from a week ago. 


Solder. 


Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $33.75; Commercial, 45-55, 
$33.00, and Plumbers’, $31.75, all 
per 100 pounds. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $19.50 to $20.00; 
old iron axles, $26.00 to $26.50; 
steel springs, $20.50 to $21.00; No. 
1 wrought iron, $16.00 to $16.50; 
No. 1 cast, $16.50 to $17.00, all per 
net tons. Prices for non-ferrous 


metals are quoted as follows, per 
pound: Light copper, 9 cents; 

light brass, 634 cents; lead, 7 cents: 

zinc, 4 cents, and cast aluminum, 

16% cents. 


Sheets. 


In blue annealed sheets Armco 10 
gauge is quoted at $4.60 per hun- 
dred pounds. 

In galvanized sheets there are no 
changes from last week, except in 
Armco 28 gauge, which is quoted 
at $7.00 per hundred pounds. 


Pig Iron 

The steel and iron industry again 
offered striking testimony to the 
forward surge of trade since the 
election. Particularly was this shown 
in the increase in pig iron produc- 
tion, one of the traditional trade 
barometers. 

The November output of pig iron 
was 2,513,427 tons, an increase of 
51,520 tons over October despite the 
one day shorter period last month. 
The November production rate was 
30,500,000 tons annually, compared 
with 29,000,000 tons for the Octo- 
ber rate, according to the Jron 
Trade. There were 205 furnaces 
active on December 1, a net gain 
of 23 over November 1, and opera- 
tions marked a gain of more than 
9 per cent. 

Pig iron buying has settled to a 
moderate gait, but the amount is 
surprising considering the magni- 
tude of the recent covering. 

At Chicago, melters, who recently 
closed, are placing additional lots 
liberally. 

Prices are well held. Southern 
iron has advanced to $19.00. In 
eastern Pennsylvania $22.50 base is 
established. 

Foreign iron remains a factor in 
the east with-further heavy sales. 

All other hardware and metal 
prices remain unchanged from last 
week. 





